Meeting minutes: 


Documented meeting outcomes 


Topic: Expand the product offering and tenant occupancy 

Date and April 24, 10:00am to 12:00pm 

Time: 

Location: Conference room 

Objective: Problems and solutions relating to various operational, 
financial, and marketing challenges are discussed. 

Attendees: All party members included 


Discussions 


Lack of facilities such as swimming pools operations 
discussion or fitness centre facilities responses. Start 
with the most appropriate infrastructure if funds are 
available. The company can also work with nearby 
gyms and swimming pools to partner with present 
tenants and offer them additional access. 


In the sales group, there are no incentives for debate or 
creative solutions. Members of the income group must 
agree to accept the income commission. To inspire the 
sales team, several sports should be played, such as 
rewards and recognition. 


Advertising and advertising strategy was not discussed, 
and there were no capacity responses. It is important to 
create and implement an efficient marketing strategy 
that uses social media, network visits, mobile 
universities, and marketing consultants. 


Actions 


Each manager is required to create a thorough plan 
that includes a cost-benefit analysis. 


Before decisions made at the meeting may be put into 
action, the CEO or BOD must approve them. 


Conclusions 


Existing tenants would be given a temporary 
alternative. Free membership to swimming pool. We 
would bargain lower interest rates with existing banks 
and potential new ones. 


If a particular goal was achieved, sales team members 
would receive commissions of 10%. 


Use YouTube, Instagram, and Facebook advertising for 
better results. 


